Author Index 


ELSEVIER 


Adelman MB, 273 
Ahuvia AC, 273 
Axinn CN, 49 


Bearden WO, 201 
Benito GRG, 141 
Bitner MJ, 239 
Bone PF, 213 
Boyle BA, 189 
Brentani U de, 93 
Brookes R, 149 


Chang DR, 31 


Deng S, 41 
Dholakia RR, 113 
Dominguez LV, 113 
Dwyer FR, 189 


Gainer B, 253 
Ganzach Y, 11 
Gentry JW, 129 
Gilly MC, 225 
Glowacka AE, 21 


Journal of Business Research 32, 285 (1995) 
© 1995 Elsevier Science inc 
655 Avenue of the Americas, New York, NY 10010 


Gripsrud G, 141 


Haar J, 175 
Harcar T, 163 
Hartman CL, 185 
Heide JB, 57 


Johnston WJ, 19 
Jun S, 129 


Karsahi N, 11 
Kim I-T, 31 
Kumcu E, 163 
Kumcu ME, 163 


Lascu D-N, 201 


Manrai AK, 115 
Manrai LA, 115 
McArthur DN, 67 
McGrath MA, 26] 
Mohr LA, 239 


Ortiz-Buonafina M, 175 


Otnes C, 261 
Price LL, 185 


Rose RL, 201 
Rosson PJ, 81 


Savitt R, 49 

Schill RL, 67 
Seringhaus FHR, 81 
Sinkula JM, 49 
Spekman RE, 19 
Stump RL, 57 
Swift CO, 105 


Tansuhaj P, 129 
Thach SV, 49 
Thomas DC, 1 
Thorelli HB, 21 
Toyne B, | 


Wortzel LH, 41 


Yale LJ, 225 


ISSN 0148-2963/95/$9.50 
SSDI 0148-2963(94)00133-Y 


¥ 
€ 
Ke 
. 


. 
. 
1 


Subject Index 


ELSEVIER 


ACCULTURATION 
Consumer Acculturation Processes and Cultural Conflict: How 
Generalizable Is a North American Model for Marketing 
Globally?, 129 
Effects of Cultural-Context, Gender, and Acculturation on Per- 
ceptions of Work versus Social/Leisure Time Usage, 115 


CONSUMER BEHAVIOR 

Consumer Acculturation Processes and Cultural Conflict: How 
Generalizable Is a North American Model for Marketing 
Globally?, 129 

Dyadic Perceptions in Personal Source Information Search, 
225 

Effects of Cultural-Context, Gender, and Acculturation on Per- 
ceptions of Work versus Social/Leisure Time Usage, 
115 

Message Framing and Buying Behavior: A Field Experiment, 

Norm Extremity and Interpersonal Influences on Consumer 
Conformity, 201 

Ritual and Relationships: Interpersonal Influences on Shared 
Consumption, 253 

The Role of Employee Effort in Satisfaction with Service 
Transactions, 239 

Social Support in the Service Sector: The Antecedents, 
Processes, and Outcomes of Social Support in an In- 
troductory Service, 273 

Special Issue on Interpersonal Buyer Behavior in Marketing, 
185 

Unacquainted Influencers: When Strangers Interact in the Re- 
tail Setting, 261 

Word-of-Mouth Effects on Short-term and Long-term Product 
Judgments, 213 

CULTURAL ADAPTATION 

Subordinates’ Responses to Cultural Adaptation by Japanese 

Expatriate Managers, 1 


DEVELOPMENT RESEARCH 
Special Section on Marketing Strategies and the Development 
Process, 113 


EXPORT DEVELOPMENT 
The Internationalization Process and Marketing Activities: The 
Case of Brazilian Export Firms, 175 


Journal of Business Research 32, 287-288 (1995) 
© 1995 Elsevier Science inc 
655 Avenue of the Americas, New York, NY 10010 


Managerial Perceptions of the Adequacy of Export Incentive 
Programs: Implications for Export-Led Economic Devel- 
opment Policy, 163 

EXPORT INCENTIVES 

Managerial Perceptions of the Adequacy of Export Incentive 
Programs: Implications for Export-Led Economic Devel- 
opment Policy, 163 

EXPORT INTENTIONS 

Export Intention, Beliefs, and Behaviors in Smaller Industrial 

Firms, 49 


FRESH PRODUCE SUPPLIERS 
Recent Changes in the Retailing of Fresh Produce: Strategic 
Implications for Fresh Produce Suppliers, 149 


IMPORT PROMOTION 
Promoting Imports from Developing Countries: A Marketing 
Perspective, 14] 
IMPORT SOURCES 
A Study on the Rating of Import Sources for Industrial Prod- 
ucts in a Newly Industrializing Country: The Case of 
South Korea, 31 
IMPORTER PURCHASE BEHAVIOR 
Importer Purchase Behavior: Guidelines for Asian Exporters, 
41 
INDUSTRIAL MARKETING 
Export Intention, Beliefs, and Behaviors in Smaller Industrial 
Firms, 49 
Importer Purchase Behavior: Guidelines for Asian Exporters, 
4] 
International Cooperative Technology Arrangements: Improv- 
ing Their Role in Competitive Strategy, 67 
New Industrial Service Development: Scenarios for Success 
and Failure, 93 
Performance Implications of Buyer-Supplier Relationships in 
Industrial Markets: A Transaction Cost Explanation, 57 
Special Section on International Industrial (Business-to- 
Business) Marketing, 19 
A Study on the Rating of Import Sources for Industrial Prod- 
ucts in a Newly Industrializing Country: The Case of 
South Korea, 31 
Visitor and Exhibitor Interaction at Industrial Trade Fairs, 81 
Willingness of American Industrial Buyers to Source Interna- 
tionally, 21 


ISSN 0148-2963/95/$9.50 
SSDI 0148-2963(94)00 134-2 


} 
| | 


288 J Busn Res 
1995:32:287-288 


INFLUENCE THEORY 
Power, Bureaucracy, Influence, and Performance: Their Rela- 
tionships in Industrial Distribution Channels, 189 
INTERNATIONAL COOPERATIVE TECHNOLOGY 
ARRANGEMENTS 
International Cooperative Technology Arrangements: Improv- 
ing Their Role in Competitive Strategy, 67 
INTERNATIONAL INDUSTRIAL MARKETING 
Export Intention, Beliefs, and Behaviors in Smaller Industrial 
Firms, 49 
Importer Purchase Behavior: Guidelines for Asian Exporters, 
41 
International Cooperative Technology Arrangements: Improv- 
ing Their Role in Competitive Strategy, 67 
Performance Implications of Buyer-Supplier Relationships in 
Industrial Markets: A Transaction Cost Explanation, 57 
Special Section on International Industrial (Business-to- 
Business) Marketing, 19 
A Study on the Rating of Import Sources for Industrial Prod- 
ucts in a Newly Industrializing Country: The Case of 
South Korea, 31 
Visitor and Exhibitor Interaction at Industrial Trade Fairs, 81 
Willingness of American Industrial Buyers to Source Interna- 
tionally, 21 
INTERNATIONAL MARKETING RESEARCH 
The Internationalization Process and Marketing Activities: The 
Case of Brazilian Export Firms, 175 
INTERPERSONAL BUYER BEHAVIOR 
Special Issue on Interpersonal Buyer Behavior in Marketing, 
185 
INTERPERSONAL INFLUENCE 
Unacquainted Influencers: When Strangers Interact in the Re- 
tail Setting, 261 


MARKETING DEVELOPMENT RESEARCH 
Special Section on Marketing Strategies and the Development 
Process, 113 
MARKETING RESEARCH 
Consumer Acculturation Processes and Cultural Conflict: How 
Generalizable Is a North American Model for Marketing 
Globally?, 129 
Message Framing and Buying Behavior: A Field Experiment, 
1] 
Preferences for Single Sourcing and Supplier Selection Criteria, 
105 
Promoting Imports from Developing Countries: A Marketing 
Perspective, 141 
Special Section on International Industrial (Business-to- 
Business) Marketing, 19 
Special Section on Marketing Strategies and the Development 
Process, 113 


NEW PRODUCT/SERVICE SUCCESS AND FAILURE 
New Industrial Service Development: Scenarios for Success 
and Failure, 93 
NORM EXTREMITY 
Norm Extremity and Interpersonal Influences on Consumer 
Conformity, 201 


ORGANIZATIONAL BUYING BEHAVIOR 
Willingness of American Industrial Buyers to Source Interna- 
tionally, 21 
ORGANIZATIONAL THEORY AND BEHAVIOR 
Power, Bureaucracy, Influence, and Performance: Their Rela- 
tionships in Industrial Distribution Channels, 189 
Subordinates’ Responses to Cultural Adaptation by Japanese 
Expatriate Managers, 1 


PERSONAL SOURCE INFORMATION SEARCH 
Dyadic Perceptions in Personal Source Information Search, 225 


SERVICE TRANSACTIONS 
The Role of Employee Effort in Satisfaction with Service 
Transactions, 239 
SHARED CONSUMPTION 
Ritual and Relationships: Interpersonal Influences on Shared 
Consumption, 253 
SOCIAL SUPPORT 
Social Support in the Service Sector: The Antecedents, 
Processes, and Outcomes of Social Support in an In- 
troductory Service, 273 
SOURCING PREFERENCE 
Preferences for Single Sourcing and Supplier Selection Criteria, 
105 
SUPPLIER SELECTION CRITERIA 
Preferences for Single Sourcing and Supplier Selection Criteria, 
105 
SYSTEMIC POWER 
Recent Changes in the Retailing of Fresh Produce: Strategic 
Implications for Fresh Produce Suppliers, 149 


TIME ACTIVITY 
Effects of Cultural-Context, Gender, and Acculturation on Per- 
ceptions of Work versus Social/Leisure Time Usage, 115 
TRADE FAIR BEHAVIOR AND INTERACTION 
Visitor and Exhibitor Interaction at Industrial Trade Fairs, 81 
TRANSACTION COST THEORY 
Performance Implications of Buyer-Supplier Relationships in 
Industrial Markets: A Transaction Cost Explanation, 57 


WORD-OF-MOUTH COMMUNICATIONS 
Word-of-Mouth Effects on Short-term and Long-term Product 
Judgments, 213 


> 
43 
Subject index 
5 
P 
| 
| i 
A: 
4 


